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SAVE
f 50 cents per ton in your fuel

bills. BUY KEMMERER
NO. 5, Rock Springs or Utah '

nut coal.

$5.25 Per Ton

The perfect range and stove size

Federal Coal Co.
Phone Main 171 Office 160 Main St.

SERVICE
the actuating motive for the ex-

istence of this company for by

"service rendered" is our success

measured. We are doing every-

thing in our power to make this

"SERVICE" as complete and
satisfactory as possible.

UTAH POWER &
LIGHT COMPANY

"Efficient Fublio Serrio"

, Something Different

R0T1SSERIE INN COMPANY

' The best criterion of the quality

rh ,, of the food we serve and what
our cuisine and service mean to
people is found in the personnel
of those who lunch and dine
with us daily. The best dinner

j i to be had in Salt Lake is always
! at the Rotisserie.

Tabic d'Hote and A la Carte a Specialty. First Class Ser
4 vice. Open for Breakfast. Merchants Lunch, Forty Cents

With Wine. Table d' Hote Dinnei Seventy-fiv- Cents
, With Wine. Short Orders at AH Hours.

323 SOUTH MAIN STREET
Phone Wasatoh 2743. Salt Lake City. Utah

'
C. RINETTI, Pres. and Mtfr, F. CAPITOLA, Sec'y.

'
F. LETTIERI, Trcas.

"
'

I

There is no hotel between St.
Louis and San Francisco that 'H
offers the same advantages in H
the nature of entertainment, H
comfort and luxury as are to H
be found at the H

Newhouse I
Hotel I

For the traveler and stay-at-ho- H
who expect and demand the best H
in modern hotel accomodations, H
cuisine and service. H
THIS HOUSE OF QUALITY H
MEETS EVERY REQUIREMENT M

Specially selected Sunday H
menu. Fixed-pric- e lunch H

The INewhouse Hotel IF. V. HEIM, Managing Director M

Open All Night Telephone Was. 364, H

S. D. EVANS
UNDERTAKERS AND EMUALMERS H

New Building Modern Establishment H
48 State St. SALT LAKE CITY H

"AS I REMEMBER THEM" I
BuJudg C. C. Goodwin

Cloth . . . $2.00 Half Leather . . . $5.00 M

CASTLE GATE ICLEAR CREEK
The two famous Utah Coals H
that are ALWAYS good. fl

and they are particularly H
satisfactory for days like H
those. H

PHONE YOUR DEALER H

JOHN F. CRITCHLOW, PRESENT

Wally Young, who writes regular pieces for
the" San Francisco Chronicle and who lived here
when he was a little feller and still retains a host
of Salt Lake friends, had the following to say
when Mr. Critchlow accepted a position with the
Utah Coal Sales Agency and deserted San Fran-
cisco.
, John S. Critchlow, who left San Francisco Fri-- -

day to bo one of the really big figures in the coal
business of the country, made more friends in
shorter time and held them longer than any man
I ever knew or hope to know. He was only hero
four years, but the last three years and eleven
months were unprecedentedly gregarious.

In a way, he put romance into coal. Not, you
understand, as Ik Marvel and many another lone-

ly, but sentimental, souls hais done, in the grate
embers as they weave fantastic shadows at even-

tide, but rather with the trade that was John's
stronghold. He sold them when the prices were
high and made them like it. They were always
glad to see him. iHe was always glad to see them.
It was mutual and no bull.

A fine, upstanding man, with a deep bass
voice and a head bald like the Florentine monks,
he used to be known in Salt Lake, where he got
his real start, as "Long John."

He arrived there in 1895 with $2.35, a grip with
some extra laundry and a derby hat strapped to
the outside of the grip. He knew nobody. His
first meal cost him 15 cents. It consisted of ham-

burger steak with a lot of chopped onions. With
this inside of him, "Long John" felt strong for
anything, and, forthwith, set to carve his destiny.

It so happened that the medium Fate assigned
him to do his carving in was coal. He got a job
as weigher for a company. It wasn't much of a
job and it would have buried anybody elso so
far as social commingling is concerned; but not
so with "Long John." On nothing else than per-

sonality, and without even half trying, he was hob-

nobbing, within the month, with honest-to-Josep- h

dignitaries. If Henry Ford, cold and austere upon
first meeting, had been there at the time he'd
have warmed to John Critchlow and called him
pal and taken him out for some kind of a peace
party where they have four-roun- d affairs, as his
guest. That's the way John hit 'em, and not know-

ing he was doing it at the time.
Of course, he got to be manager of that com-

pany. He couldn't miss. But it was a small com-

pany, local in its trade and influence. John ran
daily ads in the newspapers that were gems of
wit, boosting it In time he outgrew it, but that
wasn't why they called him "Long John."

Then he organized a company of his own, also
local. But his company, somehow, stretched out.
He came, four years ago, to San Francisco to as-

sist in the stretching. He established a San Fran-
cisco office and set out himself to see the trade.
In a field considered by all coal experts to be
sewed up and stowed away in a safety deposit box
iii the name of a few well-know- n firms, John
Critchlow made a dent so big that they are still
talking about it and him.

A nation-wid- e coal concern saw the flick-

ering shadows on the wall and gathered him to its
bosom. With coal fields in Utah, he goes as gen-

eral manager to Salt Lake. He likes the idea
because he made his start there. Also, he likes
Salt Lake. Also, he hates to leave San Francisco.

There were two large round tears in his eyes
when he said good-b- y a night or so ago to a few
of us.

"Bits of Color 'Round th' Town"? John Critch-
low was one, and he has gone from it

In four years ho became a Native Son.

- The tendency in the new English architec-
ture is toward substantial, low structures with
deep and comprehensive basements reaching down
about two stories. Seattle


